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MAIN MENU 



Data Input Module 



Processor 
Module 



Sales Presentation and 
Output Module 



Telemarketing Module 



Production and 
Scheduling Module 



Sales Result Module 



Communication and 
Interface Module 



New Business Module 



FIG. 3 
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DATA INPUT MODULE 



Download Data 

(media formats 
include modem 
transfer, tape, 
diskette, etc.) 



Manual Input 



Scanning 
Technology 



Voice Recognition 
Technology 



Other Data 
Transfer Methods 



Reads data from media and stores in temporary 
storage. 



Convert data to compatib 



e format for the system. 



Tags and identifies client records 
(any general housekeeping). 



Reads into Database Module. 



FIG. 5 
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PROCESSOR MODULE 



B 





Runs jobs in order of 
priority set by Production 
and Scheduling Module 












Retrieves decision information and other 
instructions on what to do and how 
for each user, program, and client. 



Retrieves next client from 
database. 



Analyzes and evaluates 
client information to select 

subset of variable 
information for use in client 
communication for that 
client. 



Outputs set of variable 
information for the client 
under analysis. 
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PROCESSOR MODULE 



# 



Runs jobs in order of 
priority set by Production 
and Scheduling Module 



B 



Retrieves decision information and 
other instructions on what and to do and 
how for each user, program, and client. 



D1 



D2 



D3 



D4 



D5 



Retrieves next client record 
from client database. 



Decides on exact 
amount(s) of coverage to 
offer for each plan. Based 
on D1, D2, D3, and D4 
above. 

— i 



. : ' 

Identifies insurance need. 




i. 

r 


Analyzes and evaluates 

client data, including 
demographic information. 


4 


i 

r 


Decides on number and 
types of plan(s) to offer 
client. Based on D1 and 
D2 above. 


* 


r 



Selects product(s) to fit 
each plan offered. Based 
on D1, D2 and D3 above 

(unlimited number of 
policies or carriers can be 
used) 


Option A 

Product and/or 
carrier specific. 


Option B 

Multiple product 
and/or carrier 
analysis and 
evaluation 
based on 

policies net cost 
and/or other 

selection criteria. 



lAnalyzes past or current 
performance of sales 
program(s). 



FIG. 8 
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Retrieves next prospective client record. 




r 


Identifies insurance need. 




T 


Analyzes and evaluates 
demographics and if n 
demographic data frc 


all pertinent known client 
eeded, retrieves further 
>m geo-coding module. 



Number and T 



G1 




Types of Plans 



Offer two term insurance 
plans. 



G2 




Offer two term insurance 
plans and one cash value 
insurance plan. 



>= 20, yso 



Choice 1 : 15 
Year Term 

Choice 2: 20 



Year Term 



, <= 69 



Choice 1 : 10 



Year Term 
Choice 2: 15 



Year Term 



Choice 1 : 5 



Year Term 
Choice 2: 10 



Year Term 





Choice 1 : 15 
Year Term 
Choice 2 : 20 
Year Term 
Choice 3 : 
Universal Life 



<= 69 



Choice 1 



Year Term 
Choice 2: 15 



Year Term 
Choice 3: 



Universal Life 



Year Term 
Choice 2: 10 



Year Term 
Choice 3: 



Universal Life 



Choice A : 1.0 x income 
Choice B : 2.5 x income 
Choice C : 5.0 x income 




Choice A : 1.0 x income 

Choice B : 2.5 x income 

Choice C : 5.0 x income 

Choice D : 10 x income (Universal Life) 

Choice E : 2.5 x income (Universal Life) 
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OUTPUT MODULE 



IB 

w 



B 



D 



Retrieves work to be performed from other parts of 
the system. 








Groups client files by user, sales program to be 
used, etc. 








Retrieves next client record. 




4 1 






Analyzes and evaluates all data from all other parts 
of the system that is particular to the current client 
record to formulate client communication. 






r 


Creates the client communication. 




More client\ Yes 



H 



No 



Sorts all output by user, etc. 



Merge system to create output 



Client Communication Output 



Printed 


Modem or 


Internet 


Voice 


etc. 


materials 


electronic 




response 






transfer 
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PRODUCTION AND SCHEDULING 



Accepts, stores, and allows for future modification 
instructions for user and all sales program(s) for 
which user will utilize system. 










Generate Production Reports 


On a daily basis, analyzes and evaluates what job(s) 
are to be performed by the system. 




Production Reports for: 

• Supplies 

• Applications 

• Paper 

• Toner 

• Etc. 

Management Reports for: 

• Activity planning 

• Resource allocation 

• Budgeting 

• Etc. 


► 






F 


Instructs the system on what is to be performed. 










Analyze and evaluate the order and priority to 
perform job(s). 




■< 








Records that the job(s) has been completed in each 
client records. 
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SALES AND FINANCIAL REPORT AND ANALYSIS 



Response received (sale made, returned mail, etc.) 











r 








Scan in results 
(from letters, etc.) 




Manua 
(from t< 


ly input results 
slephone, etc.) 




Other input 
methods 




. »i 

Stores results and orgs 


k-~ 1 

nizes data in database. 





Analyzes and evaluates data. 





Produces reports. 


• Cumulative and non-cumulative 


• Interactive and non-interactive 


Reports for 


Reports for 


Reports to interact 


users 


others 


automatically with 






Processor Module 




Sales Reports 
(on a submitted, paid for or 
placed, and/or falloff basis) 
Sales Demographics 
Reports 

Basic Sales Reports 
Penetrations Reports 
Etc. 



Financial Reports 

(on a submitted, paid for or 

placed, and/or falloff basis) 

• Actual and/or Projected 
Earnings Reports 

• Sales Volumes and 
Commissions Reports 

• Etc. 
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TELEMARKETING MODULE 



Operator logs on to system. 



• Operator makes outbound call 

• Operator takes inbound call 




Search and retrieve client 
record. 



K 



Customer 
Information 
Screens. 



• Alters client record data 

• Answers questions 

• Gives prices, etc. 



Asks client for basic 
i information and enters data 
as new client record 

i — 



Quote 
Screens. 



• Answer questions 

• Give prices, etc. 




Disconnect call. 



Operator 
Prompts. 



4 ► 



Instruct system on action to take (e.g., send new 
letter). 



Notepad 
Screen. 



Operator fills in Compliance Notepad. 
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NEW BUSINESS PROCESSING MODULE 



Sales received by user. 



Results scanned (see FIG. 12). 



Record created in New Business Processing sub- 
system. 



"Thank You" notification sent to client: 

• Confirms coverage bought 

• Lists any outstanding requirements 



Send submission materials 
to insurer. 




Wait for receipt of 
submission requirements. 



Process new business. 



Policy issue functions. 



Policy placement functions. 



Store permanent policy 
information in client record in 
database. 



Communications 
and Interface 
Module. 



Order Medical 
Examination 



Order Attending 
Physician Statements 



All other information 
pertaining to client 



Manually input 
data. 



New Business system 
record removed. 



FIG. 17 



